annual  index 


An  index  to  leatuie  articles  published  in 
SANITARY  MAINTENANCE  during  1972. 


Title  Issue  Page 


Association  Activities 

I'repare  Now  for  Improved  Trade  Shows  of  the 

Seventies — Mar . . .  21 

ISSA  Convention/Trade  Show  to  Feature  Open  Day — Apr.  54 

ISSA  Trade  Show — Product  Review — May . —  27 

Upswing  ’72:  It  Was  a  Very  Good  Year — Jun .  25 

Ideas  Foster  Food  for  Thought — Jun .  28 

Powell  Encourages  Talent  Contest — Jun .  30 

Aftermath — Like  It  Is? — Jun .  32 

Building  Maintenance  and  Housekeeping 

Mr.  Steam  Solves  Mystery  of  ‘Slippery’  Orange  Bowl 

Football  Carpet — Feb .  46 

Common  Floor  Finish  Problems  .  .  .  and  Their 

Solutions  —  Sept .  76 

Carpet-Cleaning  Methods  &  Equipment — Sept .  82 

Odor  Dispensers:  Sweet  Shell  of  Success? — Nov .  40 

Contract  Cleaning 

Contract  Cleaning  .  .  .  Market  for  Distributors? — Jun .  34 

Building  Service  Industry  Enjoys  Dramatic  Growth 

Rate  —  Jun .  36 

Don’t  Sell  Yourself . . .  Right  Out  of  Business — Jun .  38 

Designed  Service  for  Each  Customer — Jun .  48 

Extra  Services  Offer  Extra  Dividends — Jun .  52 

Contract  Cleaning — A  Specialized  Varsity — Jul .  22 

Machelor  Seeks  Out  Professionals — Aug .  28 

A  Day  in  the  Life  of  a  Supervisor — Dec .  32 

Distributor  Features 

Pressure  Washer  Market:  Distributor’s  Viewpoint — Jan.  68 

Disposables  Spell  Opportunity  for  NJ  Jobbers — Jan .  94 

Disposables  Set  the  Pace  at  Kranz-Service — Jan .  96 

Small  Distributor  Emphasizes  the  Personal  Touch — Apr . 110 

Handsome  Building  the  Best  Ad  for  Bishop’s — May .  74 

Hubbell  Counts  on  Co-op  Efforts — Oct .  36 

Casey  Relies  on  Gut  Penetration — Oct .  28 

Dealers  Define  Major  Problem  Factors — Nov .  32 

Harder  Gambles  on  a  Sure  Thing — Dec .  24 

Employee  Relations  and  Benefits 

Employee  Relations:  Company  Communications — Jul .  16 

Employee  Benefits:  Pension  for  Efficiency — Jul .  18 

Employee  Relations:  Distributor  Sales  Compensation-Aug.  20 

Cutting  Absenteeism  and  Turnover — Aug .  22 

Five  Spell  Out  Benefits — Aug .  26 

General  News 

Tampico  Fibre — Subject  of  Unusual  Institutional 

Documentary  —  Mar .  30 

Magriel’s  Bill  Collecting  System  .  . .  They’ll  Never  Feel 

the  Pressure — Mar .  48 

Future  Trends  in  the  Sanitary  Supply  Industry — Apr . 104 

The  Fallacy  of  Bidding — May .  78 

Custodian  Training — 1937  to  1971 — at  Home 

and  Abroad — Jun .  58 

OSHA  Is  Under  Way — Jun .  62 

The  GSA  Controversy — Jul .  28 

Service  Agreements  in  England — Sept . 1 14 

Carpet  Labeling — Sept . 117 

Moving  Communications  to  Move  People — Nov .  36 

Maintenance  Equipment,  Machines  and  Supplies 

Looking  at  the  Pressure  Washer  Market — Jan .  65 

Pressure  W’asher  Market:  Manufacturer’s  View — Jan .  66 

Pressure  Washer  Market:  The  Changing  Product — Jan .  70 

Pressure  Washer  Market:  Servicing  a  Must — Jan .  72 

The  Pump-Heart  of  the  Pressure  Washer — Jan .  74 

Selling  the  SteamJTleaner  Market — Sept .  50 

The  Expanding  Power  Sweeper  Market — Sept .  71 

Test  Marketing  a  Floor  Disposable — Sept .  88 
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Brush  Sales  Keyed  to  Knowledge — Sept .  99 

-Mops — Selling  a  Treatment  Program — Sept . 106 

Odor  Dispensers — Nov .  40 

New  Profit  Potential  in  Compactors — Dec .  18 

Reducing  Waste  Problems— Dec .  20 

Salesmanship  and  Sales  Management 

Sales  Incentives:  Motivating  Your  Assets — Apr .  88 

Sales  Incentives:  Maximize  the  Salesman — Apr .  90 

Why  Incentives  Can  Fail — Apr .  94 

Industry  Semi-High  on  Incentives — Apr .  98 

How  to  Sell  a  Prospective  Customer — Apr . 100 

Term  Insurance  for  New  Products — May .  62 

New  Products  Clamor  for  Attention,  case  study — May .  64 

The  Rise  and  Fall  of  ‘X-Distributing’ — May .  68 

Proven  Methods  of  Securing  Equipment  Demos — Sept .  56 

Assuring  a  Demonstration  Success — Sept .  58 

The  Importance  of  Training  the  New  Distributor 

Salesman  in  Maintenance  Techniques — Sept .  68 

Recovering  a  Demonstration  Fiasco — Oct .  42 

Transportation 

Transportation:  An  Industry  Phobia — Oct .  22 

How  to  Cut  Shipping  Costs — Oct .  24 

Casey  Relies  on  Gut  Penetration,  case  study — Oct .  28 

Hubbell  Counts  on  Co-op  Efforts— Oct .  30 

Management  Myths  that  Stifle  Distribution — Oct .  36 

Knowing  the  Basics:  Surface  or  Air — Nov .  26 

Who  Controls  Costs? — Nov .  28 

Common  Traffic  Terms — ^Nov .  30 

Dealer  Defines  Major  Problem  Factors,  case  study — Nov.  32 

Visual  Aids  for  Training  and  Sales 

.\udio-Visuals:  A  Good  Right  Arm — Feb .  16 

Audio-Visual  Program  for  Selling  and  Training — Feb .  18 

Planning  Cuts  Visual  Aids  Costs — Feb .  22 

Visual  Aids — Part  of  Total  Service  at  Johnson, 

case  study — Feb .  26 

Jobbers  Find  V-A’s  Lacking — Feb .  28 

Visual  Aids  in  Training — Mar .  22 

The  Standardized  Reinforcing  Approach  to  Training — Mar.  24 

\’ideota|De  Reflects  Working  Qualities — Mar .  32 

Jobbers  Feels  V-A’s  Are  Wave  of  the  Future, 

case  study — Mar .  36 

Utility  Triggers  Manufacturer’s  V’-A  Usage, 
case  study — Mar . . .  40 


Carbo  Plastic  Wet  Surface 
Ideal  for  Spot  Repairs 

Carbo  Plastic  Wet  Surface,  a  versatile  roof  patching  com- 
IMjund  formulated  to  permanently  repair  wet,  puddled  or 
snow  covered  roofs,  is  available  from  Fred  A.  Wilson  Co., 
Lathrup  V’illage,  MI. 

The  product  is  ideal  for  emergency  spot  repairs  to  im¬ 
mediately  stop  leaking  water  from  causing  further  dam¬ 
age  to  interior  plant  and  equipment.  It  is  widely  used  to 
repair  “difficult  to  find”  roof  breaks  unless  they  are  actu¬ 
ally  leaking. 

An  informative  new  Maintenance  Guide,  that  offers 
other  practical  systems  and  materials  for  solving  roofing 
and  floor  maintenance  problems  easily  at  low  cost,  in¬ 
cludes  a  description  of  the  product. 

For  additional  information  .  .  . 

Circle  No.  82  on  Free  Data  Card 


The  best  executive  is  the  one  who  has  sense  enough  to 
pick  good  men  to  do  what  he  wants  done,  and  self- 
restraint  enough  to  keep  from  meddling  with  them  while 
they  do  it.  —  Theodore  Roosevelt 
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